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18 YEARS OF PROGRESS BUILT ON THE PRECISION NAME 
OF QUALITY, WORKMANSHIP AND FAIR DEALING 


fy, PRECISION Steel Office Mautpaink has stood the test of 
lasting efficient. service, Behind it stands the patents and 
technical resources of some of the world’s greatest Office 
Equipment Manufacturers — as new designs ‘develop over-. 
seas, p Precision Faadacts ae in te with ze data derived 

ro) Bidéision Steel Office Bquibihene is Sdanuthebared in New. 

~ Zealand to World standard. Precision units never vary- 
they all are made with the same degree of accuracy and 
7 from the same superior quality raw materials. 

@ THE EFFICIENT PRECISION PLANT CAN PROVIDE 
NEW ZEALAND BUSINESS WITH THE SERVICES ee 
DEMANDS. 

@ The Precision name means what it infers—absolute precision 

~ in every detail of manufacture. For 18 years, the Precision 

guarantee of workmanship, design and material has been 
unconditional. It continues, 

& For efficiency and lasting.service specify — 

~ PRECISION STEEL OFFICE EQUIPMENT. ~ 


PRECISION 
ENGINEERING COMPANY LIMITED | 


Photie 43-363. ¥ 
NATIONAL MUTUAL CHAMBERS 
41-47 SHORTLAND ST., AUCKLAND, C.1. 


‘Head Office and Works: 2 _ Branch Office: 


16-7 9 ene Tereite; ‘ aie Commercial Travellers’ aaa ; 


: : 80 Lichfield Street, 
| WELLINGTON. . ee SIS TCRURSE 
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EXPRESS YOURSELF CLEARLY 


One of the most interesting 
personalities in the literary field of 
the past thirty years was Edgar Wal- 
lace, 


Most business men and all young 
men would gain something by study- 
ing the career of this colourful per- 
sonality. 

One of Wallace’s first jobs was in a 
fish mart. He sold papers on the 
streets, worked as boy im a printing 
works and had various other jobs be- 
fore joining the regular army, mainly 
because it provided him with facilities 
for reading in comfort in the barracks 
library. Out in Africa he worked it 
:o that he was transferred to the posi- 
tion of orderly to the doctors who 
performed post mortems so that he 
could study anatomy. He started 
writing articles for the newspapers, 
but criticised his officers so much that 
he was asked to resign. 


An appointment as editor of a 
Johannesburg newspaper lasted three 
months and he landed back in Eng- 
land almost penniless. For a long 
while, publishers laughed at him when 
ke tried to get his mystery stories 
accepted. Yet in 1927 over 5,000,000 
copies of his books were sold through- 
out the world just in the one year. 


He spent money as fast as he made 
it. He ran his own theatres, was for 
a short time a bookmaker and, as a 
critic of form for several daily 
papers, was one of the best known 
figures of the turf. 


Wallace used to say that there was 
not much wrong with a social system 
which allowed a man to rise from a 
position of ab'ect poverty and no in- 
fluence to one from which he mixed 
with Royalty. 


He had a very sound knowledge of 
human nature. His literary style 
‘as simple in the extreme. He used 
simple words and short sentences. 
People read his novels. 


Most business men cannot express 


themselves clearly and _ concisely. 
They ramble. They cannot get to 
the point. Many «re plainly bores. 


They would gaim much from a study 
of Wallace’s simple style. hey 
should study too, the style of men 
like Casson, the writer of business 


hooks. His style is also very effec- 
tive. 
The ability to express himself 


clearly and concisely on all occasions 
is a wonderful asset to any man. It 
enables him to hold people’s atten- 
tion and greatly enlarges his sphere 
of influence. 


We should all watch our style of 
expression. Most of us could improve 
it considerably. 


Page One 


“PASTE HIM!” 


The latest story about progressive 
schools concerns a little boy who 
proudly brought home a picture of 
Michael Savage which he had 
mounted on a piece of red cardboard. 


“Did teacher tell you anything 
about this man?” the boy’s father 
asked. The little boy said yes, she 
had. Well, did he remember what 
she had said? 

The little boy beamed and replied, 
“She said, Paste him in the middle.” 


BARTER 


Among at least threequarters of the 
people of the world, goods bought and 
sold seldom have a fixed value. The 
price paid is determined only after 
negotiations between buyer and seller. 

When the parties wish to keep the 
price a secret the negotiations are car- 
ried on in a finger code under cover. 

Prices for rugs in Persia and rubies 
in Burma are settled by the two men 
squeezing each other’s hands beneath 
a table or a piece of cloth. 

Men are failures, not because they 
are stupid, but because they are not 
sufficiently impassioned. 


SECRET OF TRADING 


Most small men get into finan- 
cial trouble quite unnecessarily, Often 
they cannot pay creditors because 
they buy too heavily. They still have 
the stock on their shelves while the 
bill for that stock remains unpaid. 
To pay creditors’ accounts the stock 
must be turned into cash. The secret 
of successful trading may be expressed 
in this formula: 

Keep stock as low as possible. Keep 
turnover as high as possible. 


DONT’S FOR SMALL MEN 


For the small businessman | would 
like to set down ten “dont’s.” Each 
of these is vital and important and 
many a man who has lost his business 
to-day realises the importance ot 
them. These points ave: 

Don’t back or endorse a promissory 
note. 

Don’t guarantee anyone’s account. 

Don't buy n-ore goods than you can 
afford. 

Don’t accept unlimited credit. 

Don't spend all you earn. 

Don’t blindly trust your staff. 

Don’t cash anybody’s cheque. 

Don’t borrow for indefinite periods. 

Don’t pledge all your assets. 

Don’t raise a temporary loan, if it’s 
permanent capital you need. 


GET THAT SALE 


The Norge Products Company, one 
of the largest manufacturers of re- 
fiigerators in U.S.A., opened a sales 
contest by sending its salesmen photo- 
graphs of a naked man. An accom- 
panying letter stated that the naked 
man represented the salesman. 

The salesman could earn the privi- 
lege of clothing himself by selling cer- 
tain quantities of merchandise. A cer- 
tain number of sales entitled the sales- 
man to wear a garter. Further sales 
entitled him to wear a belt, a shoe, a 
shirt, a pair of trousers and so on. 

The company held a banquet at the 
end of its contest. Each salesman had 
to appear clothed only in the garments 
that his sales entitled him to. 


WISDOM IN BRIEF 


Great minds discuss ideas; 
Mediocre minds discuss things; 
Small minds discuss people. 
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FIRST OF THE MONTH 


Said the visitor to his host’s little 
girl: “How do you know that it’s the 
lirst of the monthP” 

“Cause all daddy’s letters have got 
front windows in them,” replied the 
little girl. 


“ T can’t make up my mind whether 
to go to a palmist or a mind-reader.” 

“My dear boy, a palmist of course. 
I mean to say you definitely have got 
a palm.” 


os 


MOONEY’S WAY 


A witty Irishman—P.  B. 
Mooney—owns a small hotel in Texas. 
As all his competitors brag and over- 
state, Mooney goes to the opposite 
extreme. His advertisements read 
like this:— 

“Second-class hotel—the only one 
in Texas. All rooms bathless. All 
the modern inconveniences. No 
radios. Hot and cold water—hot in 
summer and cold in winter. Blessed 
are those who expect nothing, for they 
shall not be disappointed.” 

His hotel is really very comfortable 
and well managed, and his humorous 
advertising keeps it full. 


A MOTOR-CAR’S EPITAPH 


Outside an Enfield garage there 
is a worn-out crock of a motor-car, 
and on it someone has placed the fol- 
lowing epitaph. 

In memory of somebody’s car. 
Built 1935—Junked 1938. Killed by 
poor petrol and cheap oil. Rest in 
pieces. 


BRITISH SHIPS ARE BETTER 


The latest report on shipping 
shows that B:itish ships are faster 
end younger than the ships of other 
nations. 


About 60 per cent. of British ships 
are under 15 years old, as compared 
with 28 per cent. of foreign tonnage. 


As regards speed, 40 per cent. of 
British ships have a_ speed of 12 
knots as against 314 per cent. of 
foreign ships. And our ships carry 
60 per cent. of the world’s sea-borne 
trade. 


Qualify as an 


F.C.S. (N.Z.) by 
Druleigh Training 


Matriculation is not needed to 
qualify for admission to the 
N.Z. Institute of Secretaries or 
for the Australasian Institute 
Exams. Start training to-day for 
big money as a Certified Secre- 
tary under Druleigh’s practical 
tutors. Personal or correspond- 
ence training to suit. Start now! 


DRULEIGH COLLEGE 


N.Z.’s Premier Training Institute 
O’CONNELL ST., AUCKLAND. 
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A KEEN BUYER 


An interesting personality in 
the grain and produce world is Alan 
M. Doull, manager of the grain and 
produce department for Turners and 
Growers Ltd. 


Mr. A. DOULL 


When he started work he stuttered 
so much he could hardly talk. To- 
day he is an experienced debater, 
having won several public competi- 
tions. 

At Turners and Growers he has one 
of the most responsible buying posi- 
tions in New Zealand. He is a keen 
student and attends the University 
where he has almost completed his 
Bachelor of Commerce Degree Course. 

Mr. Doull is a past president of the 
Auckland Grain, Seed, and Produce 


Merchants’ Association. He is a 
member of the Chamber of Com- 
merce, the Commercial Travellers 


Association and many other organisa- 


tions. He is only 34, but a very live 
wire. 
TAKE STOCK 


Every business man, no matter how 
small his business, should, at least 
every six months, have a balance sheet 
taken out, on the one side of which is 
listed all his assets and on the othe: 
side all his liabilities. 

The preparation of such a statement 
focusses attention on his financial 
position and often calls a halt to a 
policy of spending beyond his means. 

In addition, he should have a profit 
and loss account prepared. This 
statement will disclose any weakness 
in his trading. It will also draw at- 
tention to any excessive expenditure. 


DON’T BELIEVE EVERYTHING 


Every day we read that the 
world is just on the verge of falling 
to pieces, and every morning we get 
up and look out of the window, and 
there it is. 


J. A. BARBER & CO. 
11 Commerce St., Auckland, C.1. 


CUSTOMS, SHIPPING AND 
FORWARDING AGENTS 


Consult us about costing, cus- 
toms duties and regulations, and 


shipping 
Established 1865 
Phone 40-153 


rf 
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PROMOTION 


The announcement was made 
recently of the appointment of Gor- 
don F. Russel] as Auckland manager 
of Reuters Ltd., advertising agents. 


Mr. Russell has had a most inter- 
esting career. Born in Auckland 35 
years ago, he was educated in Eng- 
land, and left Plymouth College to 
join the mercantile marine. After 
seven years as cadet and junior Officer 
he settled in New Zealand on a farm 
and later in Auckland, where he held 
a number of jobs until joining the 
advertising staff of the New Zealand 
“Herald” where he spent six years. 
He later Feld specialist advertising 
positions with Abel Dykes and the 
Illot Advertising Agency _ before 
starting out on his own. 


He has made a special study of ad- 
vertising and business promotion, 
few men holding more qualifications. 


BUYING SUGGESTIONS 


On a Monday afternoon an 
American sales manager looked over 
the weekly reports of his salesmen. 


At the foot of each form there was 
a blank space headed “Suggestions.” 
He noticed that not one of these 
spaces had been filled in. Not one 
salesman had sent in a suggestion, 


So he dictated a personal letter to 
each salesman and asked them to send 
in suggestions. He put a dollar note 
in every letter. As a result he got 
his money’s worth and more. He was 
almost swamped with suggestions. 


He treated his salesmen fairly, and 
he was well rewarded. The salesmen, 
teo. were surprised and pleased. 


STRANGE PRODUCE MART 


The World’s oddest produce ex- 
change building is in The Hague, in 
the Netherlands. 

A canzl. 20 feet wide, flows right 
through the middle of its big board 
room. Its members, sitting in tiered 
seats on both sides of the waterway, 
make their bids and buy the fruits 
and vegetables as the loaded barges 
sail past. 


NOVEL RESTAURANT 


In Tokyo, Japan, a large and 
expensive restaurant not only employs 
the most beautiful hostesses and wait- 
resses in the city, but also maintains 
a special beauty shop where they are 
made up by experts—like movie 
stars—before they serve patrons. 


CUUOTNEOTATTOTOSETTETTSESESEDTENSOATASESE SOTTO TTDOT EO OOT TATTOO TT TTTTTTTO TMEV 


Place all your Insurance with the 


FAME 


INSURANCE CO. LTD. 


“Famous for Fairness” 


100% New Zealand Company 
Chairman of Directors: Se 


The Hon. Sir Charles Statham, Kt., M.L.C. 


Claims settled 
with the speed of light 


Hellaby’s Buildings, 
27 Queen Street, Auckland. 


Auckland Branch Manager: . 
JOHN N. EDSON, A.J.1. (N.Z.) 
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WATCH EXPENSES 


Frequently we hear the expres- 
sion to-day, “Expenses a‘e eating up 
all our profits.” It is the excuse most 
men’ put up for business failure. 


New Zealand to-day is becoming in- 
creasingly industrialised. The scope 
and complexity of business increase 
monthly. 

A business executive should plot his 
progress as the captain of an ocean- 
going liner plots his course. He really 
wants to know how his business is 
heading day by day. Expenses should 
be under constant review and analysed 
eports should be put on his desk 
weekly. He should know how every 
penny is expended and how much 
profit is made in every department. 
Constant comparisons should be made 
with the return of the previous month 
and the previous year. 


One of the pitfalls in nearly every 
business is “General Expenses” or 
“Sundry Expenses.” Into these col- 
umns can be lumped all kinds of leaks 
and wastes in business. You cannot 
divide your expense items too finely. 
The finer the divisions, the easier it is 
to detect waste. 

Remember, the loss of a shilling or 
two here or a pound or two there 
may not appear much at the time, but 
totalled up during the year unneces- 
sary expenditure can make a big dif- 
ference in the appearance of the net 
profit item in the balance sheet. 


The business executive who keeps 
regular and frequent statements of 
receipts and expenditure before him 
is in the position of the chief engineer 
of a big constructional plant. He 
seldom appears to be doing much and 


does not need to worry till something 
goes wrong, when he can immediately 
show his ability and training in mend- 
ing breaks and getting things run- 
ning smoothly. 

There is a well-known business man 
who has a card on his desk reading 
“Watch Expenses.’ It is a very use- 
ful reminder. Watching expenses 
doesn’t mean as some seem to think, 
cutting the wages of the staff. That 
is one of the worst kinds of economy. 
It is good business to see, however, 
that you have your staff working 
under the best of conditions conducive 
to maximum production. 

The fact that the only real success 
in business is the amount of money 
made net must be kept constantly in 
mind. It is easier, in many instances, 
to increase net profit by cutting ex- 
penses and reducing waste, than by 
increasing sales. There is no need to 
go to extremes. Common sense should 
rule at all times. There is seldom any 
excuse for cutting expenses to the 
point where it interferes with sales. 

Every item on income and expenses 
sheets should be under constant check. 
Sometimes it pays to increase wages, 
give additional incentive for increased 
output from employees. It never pays, 
however, to let them get the impres- 
sion that they are working for a big 
organisation where saving on_ little 
things are not necessary. 

Management is going to play a big- 
ger and bigger part in New Zealand 
industry and commerce. The secret 
of successful management is costing 
and the steering of a course which 
provides a safe margin for profit 
above expenses. 
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YOUR NERVES 


There are some highly strung 
men who think they are handicapped 
by their nerves. This is a mistake. 
They need more self-control, that’s 
all. 


A Doctor of Osteopathy said rec- 
ently—“A man’s nervousness is a sign 
of strength, It means that he has, 
if he will use it, the ability to con- 
centrate the forces of his nature and 
apply them in a sudden, direct attack 
on any problem. The greater his 
nervous tension, the worse he feels 
when he gets “off the track,” but with 
self-control his nervous force can be 
transformed into one of his greatest 
assets.” 


INK BLOTTERS 


An insurance agent persuaded 
one of the companies he represents to 
keep large type advertising off the 
desk blotters supplied him for distri- 
bution to his patrons. 


The only advertising used on his 
blotters is his business card in one 
corner, placed where it will be cov- 
ered by the leather corner of a desk 
blotter holder. 


He finds that these blotters are 
looked upon more as personal gifts 
than as advertisements, and considers 
that they bring him more business 
than the blotter he formerly used, 
which had the company’s and _ his 
name spread over most of the surface. 


AARNE TIT EE EEL! SEIT LLL ELE SILLS LIED LLL ELLIE LEE ES BELLI NLL TEED 
“SILENT a Mess cra ae TYPEWRITER TO-DAY 


as QUIET as the 
tread of a CAT! 


Eliminates Noise and 
Fatigue 


90 Characters Only 
TWO TO EACH 
TYPEBA 


* * 


Key-Set Tabulator 


FOR FREE TRIAL 
Without Obligation. 
Telephone 
46-135 
or write to 


RELIABLE TYPEWRITERS LTD. 


T. & G. Bldgs. 


Wellesley St. (W.) 


AUCKLAND, C.1. 
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A PEG OR TWO 


Here is an idea for distribut- 
ing circulars that should take com- 
peting advertisers down a peg or two, 

Fold each circular so that it will 
fold firmly between the prongs of a 
clothes-peg. Then send a boy on a 
bicycle round the district, throwing 
a circular and a clothes-peg into each 
house in the same way as the news- 
agent throws the morning. paper. 

The distribution will take less time 
than the usual letter-box system does, 
and since no housewife can help pick- 
ing up a clothes-peg, the message has 
infinitely more chances of being read. 


WINE FROM WHEY. 


Because of the great dairy in- 
dustry, Denmark has whey as a by- 
product of its operations. 


Earnest efforts have been made to 
find uses for the quantities of this 
liquid wasted. 

One of the latest results of these 
researches is the manufacture of an 
excellent “wine” from whey. 

So far only in the large-scale ex- 
perimental stage, the process may 
yield as much as a million and a-half 
Danish kroner annually, if results as 
proved to date can be realised on a 
nation-wide scale, 


DRIVE CAREFULLY 


The following sign is posted by the 
jroadside as you enter a western town. 
It says: 

4,076 people died last year of gas. 

29 inhaled it, 


47 put a lighted match to it. And 
4000 stepped on it. 


OFF TO SYDNEY. 


One well-known businessman to 
suffer as a result of the import re- 
strictions is Mr. Jack Perkin, New 
Zealand manager of Kellogs’s Corn 
Flakes. 

Mr. Perkin has built up a large out- 
put for his firm’s products in the 
Dominion, but is not able to import 
further supplies under the existing 
conditions. He sails for Sydney early 
in June, and will leave a wide circle 
of business friends in this country. 


TIME SAVER. 


In small businesses, where the books 
are kept by hand, it is surprising the 
time and effort that can be saved, par- 
ticularly at balancing time, by using 
a double-ended pen, one end _ being 
used for red ink and the other for 
black. All that is necessary is to turn 
the pen, which can be done quickly 
and easily after a little practice. 


THE TELEPHONE 


The following story illustrates to 
what extent the telephone has con- 
tributed towards making all nations 
neighbours. 

The mayor of San Francisco re- 
cently received a telephone call from 
the London Daily Mirror. 

“Tell us about the fire on your 
water-front,” said the Londoner. 

“It’s news to me,” replied the 
mayor, “but I'll check up.” He did 
and learned of a £40,000 blaze. 


Has a man the right to entertain 
opinions contrary to those of his chief 
on business policy and methods? Yes. 
Every business needs a radical. To 
properly constituted management he - 
is very valuable. 
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PRICE CUTTING 


A Chicago actress entered the 
lawyer’s office. “I want a_ divorce,” 
she said. “What is your fee?” 

“Five hundred dollars,” the 
attorney replied. 

“Nothing doing,” she said. 
have him shot for a hundred.” 


“Tica 


THE FIRST LESSON 


“My sixteen-year-old boy,” a 
proud father told us, “works in a 
store near the high school. After 
school and on Saturdays, helping a 
groceryman make deliveries. His 
mother scolds me for letting the boy 
work so hard and causing him to 
miss what she calls the ‘higher things 
of life.’ I have a hard time explain- 
ing to her that when he works an 
hour to earn one meal, he is learning 
one of the greatest lessons of all—the 
lesson of giving before receiving.” 


CYNICAL BUT TRUE 


I have never thought much of 
the courage of a lion-tamer. Inside 
the cage he is at least safe from other 
men. There is not much harm in a 
lion. He has no ideals, no religion, 
no politics, no chivalry, no gentility; 
in short, no reason for destroying 
anything that he does not want to 
eat.—Bernard Shaw. 


Cee oA mee Reman I Fame 1 ae tS ee Se i i eB i ae Sc Seen fe Pome 
Se 


DO YOU SUBSCRIBE TO 
Action ? 
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UNEMPLOYMENT 


Unemployment is a_ terrible 
scourge, not because the unemployed 
man is hungry, but because he is 
nothing. His distress comes from the 
realization of his own unimportance. 

To wake in the morning having 
nothing to do, to know that to-day 
will be like yesterday and tomorrow 
like to-day, to feel that he might die 
in an hour or a week or a year and 
not leave an empty place behind— 
surely that’s what leads him to des- 
peration. The individual desires 
less the right to live than a reason 
for living. 


FACTORY SITES 


There are now 32 factories in 
full production, four others 1eady for 
occupation, and 20 being built. for 
further tenants at the Treforest Trad- 
ing Estate, South Wales. Yet two 
years ago light industries were almost 
unknown in this area where, for gen- 
erations, people worked in the heavy 
industries of coal; iron, and shipping. 

When the trading estate was started 
critics said: “. here are many unem- 
ployed, but they have only worked in 
the heavy industries of coal. steel, and 
shipping. We cannot afford to employ 
people in light industries who have 
no idea of the more intricate type of 
factory work.” f 


TRADE IN HAIL 


The only hailstone business in 
existence, so far as is known, oper- 
ates in the high mountains of Mexico. 

Pellets of ice fall so continuously 
in this area that it is quite profitable 
to gather and sell them for cooling 
purposes in the towns on the plains. 
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LIVING BY DYEING 


It would be interesting to 
know how many businesses started 
in Thames. At one time there 
were indications that Thames would 
rival Auckland as an industrial and 
commercial centre. That was at the 
peak of the mining boom in the 
province. 


About forty-five years ago a woman 
who is now living in retirement in 
Auckland started dyeing and cleaning 
in her home in Thames. The business 
grew and her husband joined her. 


After a few years they moved to 
Auckland and opened up a small shop 
in Karangahape Road. 


Thirty years ago their clientele had 
developed to such a stage that the 
proprietors were able to build a fac- 
tory in Market Road, Epsom. To- 
day Porters Dye Works has clients in 
all parts of the province and has a 
sound reputation for quality dyeing 
and cleaning. 


The original proprietors have no 
interest in the management to-day. 
About five years ago, the company 
was reorganised. Mr. A. R. Bevins 
was appointed Managing Director and 
Mr. J. Victor Macky, Chairman of 
Directors and Secretary of the com- 
pany. 

Mr. Bevins has made a special study 
of the technical side of the business 
and is a keen exponent of efficiency. 
The plant has been brought right up- 
to-date and is capable of handling the 
highest class of dyeing and cleaning. 


Porter's Dye Works to-day is a 
good example of what New Zealand 
industry can do under efficient man- 
agement. 


POINTS FOR SUCCESS 


Be yourself. 
able qualities. 


Cultivate desir- 


Be alert. Look for opportunities to 
express yourself. 


Be positive. Determine your goal 
and the route to it. . 


Be systematic, 


Take one step at 
a time, 
Be persistent. Hold to your course. 


Be a worker. Work your brain more 
than your body. 


Be a student. Know your job. 


Be fair. Treat the other man as 
you would be treated. 

Be temperate. 
anything. 

Be confident. Have faith that can- 
not be weakened. 


Avoid excess in 


a ee! 


INTER-OFFIGCE 
COMMUNICATING 
EQUIPMENT 


is to-day a necessity 


“Ariel” Systems 
are New Zealand Made 
(in Auckland) 
for up-to-date and 
Progressive Offices and Factories, 
and are supplied by 


RoNEo 
OFFICE EQUIPMENT Co. Lro 
2nd. Floor, 
Bates’ Building, 
10-12 Customs St. E. | 
AUCKLAND, C.1. 


Phone 46-440. 
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CAMPAIGN EVERY MONTH 


Mr. Charles M, C. Symes 
asked a successful ‘London baker the 
secret of his success, and the baker 
gave him a very interesting answer. 
He said:— 

“] never cease campaigning. ] 
allot to every month a definite piece 
of work usually in the line of sales 
promotion. 

“My difficulty was the difficulty of 
90 per cent. of retailers; | am a good 
starter, but I cannot keep up to 
scratch over a long period without 
some incentive. I figured it out that 
if I could do so to speak more “start- 
ing,” I should get more out of myself. 

“Now I toe the line afresh every 
month. . Each month I set out on 
an individual campaign to sell the 
greatest number of loaves or cakes 
of a particular kind. 


“That way I find ideas are more 
productive, because plans which sell, 
say, a speciality bread line may be 
hopeless when applied to one of my 
more expensive lines in cakes. In my 
frequent stopping and starting I have 
ample time in which to turn every 
idea into £ s. d. Another thing—the 
results of any one month’s campaign 
are felt long after that month is 
passed.” 


SECURITY 


Dr. Cadman was approached 
by an agonized lad who head just been 


hired as a “junior executive at $15 
per week. 
“Doctor,” asked the anxious chap, 


“can I lead a good Christian life in 
New York City on $15 per weekr” . . 
-“My boy,” was the soothing reply, 
“that’s all you can do.” 


STRANGE, BUT TRUE 


I know of no more perfect and 
charming irony of a great artist than 
the fact that when an offer of knight- 
hood came down to Joseph Conrad 
in the country in its long blue official 
envelope, marked, “On His Majesty’s 
Service,” it lay for several weeks un- 
opened on Conrad’s desk, until the 
Prime Minister, through whose office 
it had come, was gravely embarrassed 
and had to send a personal messenger 
down to Conrad to inquire what had 
happened. 


Then the truth came out—Conrad 
had not dared open it: he thought it 
was the income tax. 


NIGHT Learn to 
Write 
Tickets 
by 

the 
Simple 
Druleigh 
Method! 


DELIVERY SERVICE 


For a complete outlay of only £5 
you or one of your staff can 
learn ticket-writing, and make 
good money. Efficient personal 
or correspondence training by 
expert tutors. Write for details 


to-day. 


DRULEIGH COLLEGE 


N.Z. Premier Training Institute 
O’CONNELL ST., AUCKLAND. 
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IDEAS FROM ABROAD. 


A very interesting tour of the 
U.S.A., England and the Continent, 
has just been completed by Mr. Rob- 
ert Burn, managing director of Pre- 
cision Engineering Coy. Ltd. 


ROBERT BURN 


Mr. Burn investigated modern sys- 
tems and factory organisation and 
must have brought back many new 
ideas to New Zealand. 


POWER OF RADIO 


When Hitler addresses an audience 
in Berlin his voice is heard in the 
U.S. before it reaches some of his lis- 
teners in the auditorium; for the 
sound of his voice travels about 1000 
feet a second, whereas short waves 
have a speed of 186,000 miles a sec- 
ond. 


HARD SELLING JOB 


There is a Canadian salesman 
“ho has a hard and unique job. 
He represents four big Canadian 
hotels and he sells Conventions. 

His name is H. B. Dickson. He 
must enjoy his work as he has been 
busy on this job for 25 years, 

There are 19,000 Conventions a 
year in the United States, and Dick- 
son’s job, is to bring as many as pos- 
sible to his four Canadian hotels. 


CO-OPERATE 


ID you ever try to run your show 

and run it on your own? 

And make yourself believe that you 
could do it all alone? 

Did you ever think that you alone 
‘gainst all the world could stand? 

That all the rest were foolish, their 
structures nought but sand? 


It can’t be done, you know; on each 
other we must lean, 

Pull together, work together, keep a 
look-out always keen. 

To help each other's business, and in 
helping theirs, our own 

Must prosper well and flourish, for 
we cannot stand alone. 


A man 1s down, just help him, it won't 
do you any harm, 

For you yourself may need some help, 
may need another's arm, 

In helping him you help yourself, in 
fact you help us all; 

And we in turn wil help you—bound 
together none can fall. 


DO YOU SUBSCRIBE TO 
Al tion? 
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STORE TRUTHS 


The woman of to-day is in- 
terested vitally in colour, design and 
new ideas, and hopes to see goods 
that will tempt her along these lines. 
Durability has lost much of its charm. 
Buyers must please their customers’ 
eyes. 

Slow turnovers are the indication 
of the wide divergence of opinion be- 
tween the customer and the store as to 
the merit of the merchandise. 

The function of the typical depart- 
ment store is to democratise luxury 
without vulgarising it. 

Regular patrons are the backbone 
of retailing. The bargain-hunters 
are its spinal meningitis. 


DON’T APPEAR ENVIOUS 


After hearing his first confession the 
young priest went to the older priest 
and said, “Well, father, how did I 
make out with those confessions?” 


“My son,” said the older priest, “I 
think you did very well. But one sug- 
gestion: when you hear the confes- 
sions of these pretty young women, 
| think it would be a bit more seemly 
if you went (he clucked with his 
tongue) tsk! tsk! tsk! and _ not 
‘wheewwwww!’ ” 


THE READY SIGNATURE 


A washington reporter recently 
wagered that he would always be able 
to find people in America who would 
subscribe to any petition to the Gov- 
ernment, no matter how ridiculous. 

He won his-bet. He got hundreds 
of signatures for a petition asking 
the government to create a pension 
for the widow of the Unknown Soldier 


A BALANCED FEAT 


In many offices it 1s not prac- 
ticable to balance the debtors’ ledgers 
promptly after the close of the month, 
and debits and credits for the follow- 
ing month are often entered before 
any attempt is made to list the ledger 
balances. 

It then becomes difficult to see at 
a glance the balance at the close of 
the month, because of these subse- 
quent transactions. By changing the 
colour of the ribbon of the book- 
keeping machine (or ink, where this 
is used), from black to purple, or vice 
versa, on the first day of every month, 
balancing will be facilitated. 


Small girl (to Customs Official 
searching her mother’s case): Oh-h-h, 
you're getting warm, isnt he, 
mummy?” 


PRINTED WELL 
DELIVERED QUICKLY 


PERCY SALMON &CO. 
PRINTERS STATIONERS 
64 FORT STREET, C.1. 

TELEPHONE 46-423 
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HARD LUCK! 


“A burglar broke into our of- 
fice last night.” 
“What did he get?” 
“Practice.” 


NEW USE FOR MUSIC 


One American doctor uses music to 
lower the temperature of patients suf- 
fering from fever. Perhaps the 
strangest testimonial to the efficacy 
of music, however, is the statement 
of a European chemist that music is 
fatal to bacteria. 

He divided a pound of fresh meat 
into six pieces, placed each in a tin 
can and subjected them to equal tem- 
peratures. Three of the pieces were 
exposed to half an hour of recorded 
music every day. At the end of the 
fourth day. they were still quite fresh, 
while those which had not received 
the music treatment were already in- 
fected with the germs of putrefaction. 


SPARE THAT TREE 


In Summerville, S.C. all trees, 
regardless of ownership, are subject 
to the general police regulations. The 
ordinance reads: 

“It shall be unlawful for any per- 
son to injure or destroy any living 
tree or sapling within the corporate 
limits of the town except through 
permission from the Town Council.” 

This is so scrupulously observed 
that no tree is ever cut in the town 
unless it is necessary for the preserva- 
tion of other trees or because of a 
dangerous condition in the tree itself. 


It is better to give than to lend, and 
it costs about the same. 
—Sir Philip Gibbs. 


‘PHONE COURTESY 


A pleasing telephone voice! 
What does it mean? It means smil- 
ing into people’s ears. 

Here are points worth noting :— 

Tell the caller who you are. 

Every call is important, 

Listen carefully; reply courteously. 

Establish confidence at contact. 

Please remember you represent the 
firm. 

Hasty replies cause misunderstand- 
ing. 

Original impressions come from you. 

Never speak abruptly. 

"Ello is not English. 


ADVERTISING HELPS 


There are some rules that help 
us to make an advertisement more 
effective, For instance:— 

White space attracts the eye. 

Whenever possible, an advertise- 
ment should contain news. 

Photographs are more attractive 
than wash-drawings. 

The headlines should be an eye- 
catcher. 

The copy should be in_ conver- 
sational language, written from the 
readers’ point of view. 

It should be truthful and believable. 

There should be short sentences 
and short paragraphs to make an 
easy reading. 

There should be an offer of some 
kind to persuade the reader to take 
action. 


JUDGE CAREFULLY 


We are all inclined to judge 
ourselves by our ideals; others by 
their acts—Harold Nicholson. 


Page Fourteen 


PROTECTING FORESTS 


Eight years ago the Canadian 
Forestry Association. founded the 
Junior Forest Wardens—boys pledged 
to save the forests of the nation. 


To-day some 10,000 Junior Ward- 
ens, uniformed in red shirts, green 
berets and scarfs, patrol forests from 
coast to coast, reporting. forest fires 
and wa:ning travellers to extinguish 
camp ffires, lighted matches and 
tobacco. 


They have extinguished hundreds 
of incipient forest fires, and have 
started reforesting waste areas. What 
a good idea for New Zealand! 


LEARN FROM CHAINS 


The retailer who is selling against 
chain store competition can do so suc- 
cessfully if he tackles the job along 
a well defined plan. In brief this plan 
may be set out as follows: 

Visits should be made to chain 
stores and an examination made of 
layout, display, and lighting. 

Open display should be used as 
much as possible. 

Bright clean walls and plenty of 
light give the store a friendly atmos- 
phere. 

Use should be made of “impulse” 
lines to build sales. Lines only with 
good profits should be selected. 


Weighs only 
5 Ibs. 15 ozs. 


@ Standard Keyboard 
@Standard Ribbons 
@ Two Shift Keys 

@ Chromium Plated 


The HERMES Baby 


40% SAVING 


The Hermes Baby is just the machine you have been waiting for-— 
ideal for the small business, the travelling auditor, the professional 
man, the large business where machines are constantly needéd. 


British Typewriter & Office Equipment Co. 


LIMITED 


’Phone 40-484 or call 
at our office to-day. 


12 QUEEN’S ARCADE, AUCKLAND, C.1. 
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AIRPLANE STRENGTH 


Ten elephants could stand on 
the body and wings of a present-day 
air liner without causing it to col- 
lapse. | 

In the cockpit of one of the larger 
air liners there are 41 flying controls, 
17 electric switches, 46 panel instru- 
ments and 8 radio controls. 

The tremendous airplane of Soviet 
Russia, the 84,000-pound Maxim 
Gorky, not only carries a printing 
press—to print and scatter propa- 
ganda from the air—but a small 
theatre for exhibiting talkies also. 


EXPANDING BUSINESS 


Very often a man finds that his 
business is going ahead well, but that 
if he only had money he would go 
ahead faster still. The problem then 
arises—what should he do? Take in 
a partner? Approach a money lender? 


Generally the wisest course is to 
build up reserves slowly but surely out 
of profits. Stepping out too far has 
spelled the ruin for many men. It is 
preferable to hasten slowly—to do it 
“off your own bat.” Remember the 
old saying ““Money borrowed is soon 
sorrowed.” 


TREES 


Next to the human form the 
most beautiful unit in nature is a 
tree. The symmetry of the perfect 
elm, pine or palm satisfies the eye 
‘like the symmetry of a Greek 
temple. 

There is something more in the tree, 
though, than in architecture. There 
is life, and the symmetry of life is 
always more beautiful than that of 
auy inert thing—Frank A. Waugh. 


NOT CORRECT 


[ have known a vast quantity 
of nonsense talked about bad men 
not looking you in the face. 

Don’t trust that idea. Dishonesty 
will stare honesty out of countenance 
any day in the week, if there is any- 
thing to be got by  it.—Charies 
Dickens. 


DON’T FOLLOW BLINDFOLD 


Modelling an organisation too 
closely along the lines of another suc- 
cessful one is beset with danger be- 
cause you never can get the same in- 
dividuals or another set of executives 
exactly like those of the organisation 
copied. 


INVOICING SHORT-CUT. 


In a well known department 
store the top half of the invoice con- 
taining the address of the customer 
and date of the invoice is made de- 
tachable. 

Above the tear-off line appear the 
words, “Please detach this stub and 
return it with your remittance. Your 
cancelled cheque is your receipt.” 

Thus the return of the receipt and 
invoice to the customer is unnecessary. 


AVOID BILLS OF SALE 


If there is one thing that a small 
man should avoid it is a bill of sale. 
A bill of sale has to be valid, and 
very often it is the beginning of the 
end. 


Please pass this copy of 


ACTION 


on to your staff. 
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